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Sales & Marketing Leadership: Metals Manufacturing

Firm believer that key to continuous sales growth for job shop metals manufacturers is focus on keeping a healthy bottom-line and ability to forge relationships with Manufacturers Representatives and Engineers. Versatile leader and fierce customer advocate accomplished in adapting to new environments, driving multi-shop sales, and fostering cross-functional collaboration. Quality-centric manager offering a hard-work ethic, coupled with integrity to build business relationships based on trust and mutual respect, while ensuring the highest levels of professionalism. Career track demonstrates upward progression due to success in meeting challenges head-on and taking on increasingly responsible roles; moved from Manufacturer’s Representative to Corporate Director Sales & Marketing over a 19 year period.
Selected Areas of Expertise

Team Building • Relationship Building • Metal Fabrication • Certified Welding • Powdercoat Finish 
CNC Machining • Multi-Axis Milling • Account Acquisition • Relationship Building • CNC Lathe 
Supply Management • Aerospace & Defense Prime Contractor • High Mix/Low Volume Production 
Revenue Growth • Consumption Based Inventory Replenishment • Global Supply • AS9100 • DFARS 
DPAS • ITAR • Customer Confidence • Defense Contract Management Agency • Delta First Article 
First Article Inspection • Sales Engineering • Online Representations & Certifications • Conflict Resolution

Key Career Highlights
J&E Companies

· Skyrocketed sales 600% with an aircraft systems manufacturer in a year.

· Restored customer trust and avoided cancellation of $1M+ order by taking the initiative to serve as Account Manager for a local prime contractor and mitigate issues with a late program for US Navy.

· Jumped out the gate within 90 days of start date; attaining $75k sales by closing new commercial sheet metal account.

· Cleared path for $1.7M contract award by setting priorities, maintaining active status, and renewing the company’s accreditation with Central Contractors Registry, ORCA, and DCMA; key governmental organizations.

· Enabled Manufacturer’s Representatives to improve on-time delivery rate by 95%; pinpointed communication breakdowns, bolstered quality, and provided timely leadership to achieve this feat.   

Dayton Rogers Manufacturing
· Optimized success of new sales initiatives by leveraging a comprehensive customer strategy that was based on the market segmentation diversification requirements of the enterprise.

· Produced 25% YOY revenue for the division by driving organic sales growth.

· Identified opportunity for new segment growth through fabrications and assemblies.

· Played a pivotal role in ensuring that the company received ISO recertification. 
Tenere, Inc.
· Acquired new account for sheet metal and contract assembly division, boosting areas sales by 20%.

· Captured $3M plastic injection molding account at Colorado site; drove planning and execution.

· Bolstered revenues by securing 3 new accounts using strategy of consumption-based inventory management systems.

· Participated proactively in the startup and launch of a $25MM precision sheet metal fabrication and assembly plant by contributing to planning and implementation.
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Professional Experience

J&E Companies • Shakopee, Minnesota • 2008 – 2010

Corporate Director Sales & Marketing: Called on major OEM accounts, strengthened relationships, and grew business for multi-location metals fabrication; sheet metal, CNC machining, welding, and finishing. Simplified access to critical customer data, market trends, pressure points, and opportunities for 5 divisions by establishing a customer satisfaction survey. Met ISO 9001 and AS9100 requirements. 

Dayton Rogers Manufacturing • Minneapolis, Minnesota • 1999 – 2008

Sales Engineer: Sold short-run stampings and fabrication. Served in concurrent role of Internal ISO Auditor to address Quality Manager vacancy, which included training 5 internal auditors, establishing functional audit schedule, and documenting auditing efforts. Contributed to sales forecasting, budgeting, and strategic planning. Earned MBA.

Tenere, Inc. • Stillwater, Minnesota • 1996 – 1999

Account Executive: Targeted high technology markets and drove OEM sales with a focus on soft-tool sheet metal fabrications, metal stampings, thermoplastic injection molding, and tooling. Championed service and led channel driven, customer focused strategies. Coached manufacturer’s representatives. Drove cross-functional sales. Took initiative to increase personal technical skills to improve sales success and earn trust with prospective customers. 

Additional experience included Manufacturer’s Representative with Holthaus and Associates, Inc. in Minneapolis, Minnesota (1991 – 1996): Grew sales by 200% within 18 months, improved communications with 7 principal supplier companies, and penetrated the market through proactive canvassing.
Other prior roles included multiple Sales and Purchasing positions with U.S. West Cellular, Capro Div., Teleflex, Toro, and Truth Hardware. Details on request.

Education

M.B.A., Management, University of St. Thomas, Minneapolis, Minnesota
B. A., Education, College of St. Thomas, St. Paul, Minneapolis, Minnesota
Certifications: ISO 9001-2000 Internal Auditor Certificate and Plastic Injection Molding Technology Certificate. Details on request.
